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1976 HS/AIA Merit Award 
Sasaki Residence 


Edward Sullam, FAIA & Associates 


OWNER: 
Mr. & Mrs. Raymond Sasaki 


ARCHITECT: 
Edward Sullam, FAIA 
& Associates 


LANDSCAPE ARCHITECT: 
Walters, Kimura 
& Associates 


CONTRACTOR: 
Yoshida Brothers 


As Honolulu becomes a denser 
urban community and as land 
prices and building costs con- 
tinue to escalate, this design, 
among others, will represent a 
passing era in custom residen- 
tial architecture. 

The Site — 15,000 square feet in 
an old residential area with ma- 
ture growth close to Downtown 
Honolulu. 


Site Assets — 270-degree views 
from Diamond Head through 
Downtown Honolulu and Punch- 
bowl to the Waianae mountains. 


Owner Desires — A house with 
the maximum feeling of space, 
open gardens, cooled by breezes, 
and completely private. 


Solution — A plan with three 
basic elements: a detached car- 
port, a living/dining wing and a 
two-story bedroom wing all con- 
nected by large lanais, screened 
decks, covered walkways and 
broad terraces resulting in a 
feeling of spaciousness, connec- 
tion to the courtyards and gar- 
dens, coolness and total privacy. 
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1976 HS/AIA Exhibit Award 
Brandon Residence 


Wayson Chong, AIA 


Project: 

A residence 
Site: 

Manoa, Honolulu 
Architect: 

Wayson Chong, AIA 


Cost: 
$23 per square foot, 1971 
Size: 
Two-bedroom, 
one and a half baths, Š 
split-level living room | i | | Dining 
and separate dining ; BEM 
room areas. 
Preplanned for future 
expansion for 
additional bedroom. 


Contractor: 

L&S Construction Co., Inc. 
Initial contract: 

October 1970 
Completion: 

November 1971 
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Problem — To preserve all 
major trees, boulders and exist- 
ing walkways of a larger estate, 
and to create a structure com- 
patible with its rugged site using 
an existing large banyan tree as 
the focal point of the design. 

To provide complete privacy 
for the owners, both visual and 
aural. 


Accommodate natural ventila- 
tion throughout the house. 


Site — The site isa long steep 
lot in Manoa valley. Originally a 
part of a larger estate, the parcel 
is abundant with trees and boul- 
ders, as well as walkways from 
the original larger estate. 

A large, spreading banyan 
tree predominates the site. It 
was this banyan tree which be- 
came the focal point for this resi- 
dence. 


Solution — All efforts were di- 
rected toward preserving and 
using the major banyan tree as 
the focal of this home. All major 
spaces view the tree and each 
space has it’s own deck which 
reaches out toward the banyan. 
The design utilizes straightfor- 
ward forms with strong detail- 
ing, shed roofs, redwood siding 
and heavy, rough exposed 
beams inside and out. 


Photos by 
Angie Salbosa Photography 
and Wayson Chong 
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Housing Trends in Hawaii 


by MICHAEL JAMES LEINEWEBER, AIA 


This article takes the form of 
an interview with Bruce Stark, 
one of the more successful mem- 
bers of the local developer com- 
munity. 

An unusually candid and 
articulate individual, Stark 
came to Hawaii in the early Six- 
ties and “made it’’ in the devel- 
opment boom that followed 
statehood. 

The interview took place in 
April of this year, at Stark’s 
offices in the Wailana Building 
adjacent to Canterbury Place, of 
which he is part owner with 
Robert Pulley and which is cur- 
rently under construction. Gen- 
erally, the topics we tried to 
cover included typical sizes of 
units, costs, costs per square 
foot, remodeling and restoration 
as an alternative to new con- 
struction, impacts of codes and 
regulations, energy conserva- 
tion, cost control, management 
of the construction process, and 
finally, marketing the product. 


HA: On the question of average 
size of residences, is there an 
average size, or do you mix sizes 
to meet a spectrum of the mar- 
ket? 


STARK: Basically we have con- 
centrated on designing apart- 
ments that are about 800 to 1,000 
square feet for one-bedroom u- 
nits. Now that’s large for a one 
bedroom — but we’re also deal- 
ing in the very upper part of the 
market. We found a lot of people 
just can’t quite fit themselves 
into a 500 to 600 square foot unit. 
| think the resistance is more 
psychological than real. They 
can't get to used to that size and 
they want the bigger living 


room, the bigger bedroom. 

At Canterbury, we’re talking 
close to 1,000 square feet for the 
one bedrooms and in lolani 
they’re 1,000 or very close to 
that, and with the lanais they're 
well over 1,000. At Yacht Harbor 
Towers we did have one small 
one — about 650 square feet — 
but otherwise they all were a- 
bout 800, 900, and over 1,000 
square feet. 

So the last three projects that 
we’ve done, with the exception of 
Diamond Head Vista where we 
did small units, have all been 
very large one bedrooms. We’re 
catering to that part of the mar- 
ket. 

The two bedrooms—we just 
don’t think you can get by with 
less than 1,100 to 1,200 square 
feet inside, and that’s livable 
space. 


HA: You’re talking in terms of 
“can’t get by’ in terms of sales 
resistance? 


STARK: Yes. In our price range, 
if we’re going to do the quality 
we’re talking about, the people 
certainly are willing to pay an 
extra $5,000 to $10,000 to get the 
additional square footage so they 
can bring their oriental rug and 
the grand piano as well as the 
furniture that they’re in love 
with. If you start trying to do two 
bedrooms at 800 square feet, and 
I’ve seen some, it just doesn’t 
work for the kind of clientele 
we're aiming at. 

| have to say that there’s been 
one exception in the last few 
years, and that’s Diamond Head 
Vista. But we thought of Dia- 
mond Head Vista as a resort-ori- 
ented, second-home condo- 


Leineweber is an architect with 
the firm of Belt, Collins & 
Associates, a division of Lyon 
Associates. 


minium. We were a little fooled. 
There’s a huge number of local 
people living there — and it’s 
made up of young people, basic- 
ally the young marrieds and sin- 
gles, a lot of them in the airline 
industry. The park's there, the 
beaches are there, it’s got good 
views, and the units are very 
nice — not big, but affordable. 
For them it’s something if they 
reach a little bit, they can make. 
And they love it. 

But with that building we 
didn’t think we were going for 
the luxury market. It’s a great 
location but it’s surrounded by a 
cruddy environment — all the 
slums and stuff. The views and 
the location warrant doing some- 
thing very luxurious, but the 
environment doesn't, and you 
just can’t take that gamble. 

But we now have two bed- 
rooms in there just under 1,000 
square feet, 990 square feet net 
livable, plus lanais, selling on 
the upper floors at $100,000. 


HA: That's very impressive. 


STARK: Isn't that something? 
And it’s not centrally air condi- 
tioned. The appliances and the 
cabinets are all very middle line, 
nothing is top line, but that really 
says something. Those apart- 
ments, with few amenities, are 
selling close to $100 or over a 
square foot. 

Now we’re selling Canterbury 
at $130 a square foot, and it’s 
selling very well — 65% sold. 
We’re selling lolani at about $100 
to $120 a square foot, depending 
where. But that’s top, top quality 
too. It’s just as good as Canter- 
bury or Yacht Harbor Towers. 

Continued on Page 11 
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No catches, no loopholes. Buy a First Hawaiian 
Bank Bond today for $3,188.29 and in six years, we'll 
pay you $5,000. This way, if you're planning for 
things like tuition for the kids or retirement, you've 
assured yourself a specific amount of money at a 
specific time. And you've earned a whopping 
$1,811.71 interest to boot! 

Of course, if you can’t wait six years or you have 
more money to invest, we’ve got several types of 
Bank Bonds to suit your needs. 

All pay the highest legal bank savings rate you 
can get. All guarantee the amount of return at 
maturity. Look at it as a way to make your nest egg 
work its hardest for you. 

For more information, talk to one of our 
Customer Consultants about First Hawaiian’s new 
Bank Bonds. It may turn out to be the best thing you 
ever did for yourself and your money. 


PURCHASE PRICE 


Amount 

you = eta i 

receive at 6 Year | 4 Year 2% Year | Year | 

maturity Bond Bond Bond Bond 

$10,000 $6,376.58 $7,482.85 $8,502.56 $9,417.69 

$ 5,000 $3,188.29 $3,741.43 $4,251.28 | $4,708.85 

$ 2,500 | $1,594.15 | $1,870.71 | $2,125.64 | $2,354.42 | 

$ 1,000 H * | £ $ 850.26 $ 941.77 | 
14% 7.79% | 744% 7.52% | 6% 6.72% |6% 6.18% 
| Annual Annual] Annual Annual | Annual Annusl| Annual Annual 


| Interest Yield Interest Yield | interest Yield Interest Yield 


*Not available due to Federal regulations. 

Interest is compounded daily from date of deposit for all First Hawaiian Bank Bonds. 
Under Federal law the bank may permit redemption prior to maturity, however, 
the law requires forfeiture of three months’ interest and interest rate reduction to the 
regular savings rate then in effect. Partial withdrawals are not permitted 
Interest is taxable and reported annually or as otherwise required by 
Federal and State laws and regulations 


a.) 
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The bank that says yes 


MEMBER FDIC 


Our Engineering 
Advisory Team 
has anew member. 


A Solar Systems Specialist. 


The answers to energy questions get harder Give our Engineering Advisors a call at 
to find. And as new energy sources are pio- 548-5347. They’re energy savers and their 
neered, The Gas Company keeps step by services are free to anyone in the building 
applying new knowledge and expertise to industry. 

energy problems here in Hawaii. 


We've added a Solar Systems Design Spe- 
cialist to our Engineering Advisory Team. 
As a service to developers, architects and 
mechanical engineers, he can help with spe- 
cifications and estimates for a central water 
heating system, whether all-gas or solar- 
assisted. He can also assist in equipment 
selection and system design. 


While central gas water heating saves energy 
and money versus individual electric sys- 
tems, a solar-assisted gas system saves even 
more... using far less of Hawaii’s primary 


H Our Engineering Advisors: Charlie Bazell, 
energy source, oil. Mark Hertel (Solar Systems) and Ed Inouye. 


THE GAS COMPANY Ô 


GASCO, INC. A SUBSIDIARY OF PACIFIC RESOURCES, INC. 
P. O. Box 3379, Honolulu, Hawaii 96842 GAS 
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HA: Just locationally not quite 
in the center of things. 


STARK: It has some advantages 
locationally. It’s very quiet. 
There’s nothing out in front of 
you except the school and then 
the golf course, the canal, and 
you have 200-plus acres of guar- 
anteed open space. 


HA: That’s an asset nowadays. 


STARK: Basically we’re contin- 
uing to design to what we con- 
sider the owner-occupant mar- 
ket. We’re hoping to do another 
project soon and that would be 
even bigger units yet. The two 
bedrooms would probably be 
1,500 to 2,200 square feet. In fact, 
it’s on the drawing boards right 
now. It's called Admiral 
Thomas, it’s right next to the art 
academy. It’s somewhat contro- 
versial, but | think the contro- 
versy is not adamant. 

Between the church and our- 
selves, we have designed a build- 
ing that will be one of the 
greatest assets architecturally 
this community’s ever seen. It’s 
going to make that site 10 times 
more exciting than it is now, cer- 
tainly aesthetically more attrac- 
tive. 

We're going to open up the 
view corridor even more than it 
is. Tearing out all that junk, our 
building will be set way back and 
angled behind the church itself. | 
think it will be very nice. 


HA: That’s interesting. You ba- 
sically are not trying to do gap 
group housing or apartment 
housing. You're aiming for a 
particular market. 


STARK: We don’t want to design 
apartment buildings to be sold 
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cash flow, 


primarily to investors because 
while investors do buy our 
product, they buy because they 
realize that if they do, they can 
afford to hang on to it for a cou- 
ple of years. Even if they lose 
money because of the negative 
they can make 
money. 

The appreciation is sig- 

nificantly greater on that kind of 
a product than it is on a $40,000 
cheapie. Where's that going to 
go? It can't go anywhere. | think 
Yacht Harbor Towers points out 
the worth of appreciation. If you 
go back to the early days, takea 
look at what's happened to the 
llikai. For it’s time, those were 
great units. 
HA: | remember everybody 
thumbed his nose at those things 
when they came out, saying, 
“You can’t sell those places for 
$30,000!” 


STARK: And two-bedrooms as 
high as $40,000. But now they're 
selling for $200,000. Quality will 
always sell. It pays to do good 
quality. | guess there is a market 
for the less expensive things, it’s 
just that | can't get my ego in- 
volved. | can't get excited about 
doing it. 

HA: There’s a market because 
there’s a large number of people 
who can only afford them. 


STARK: With a mass market, 
yes, but I’m dealing with less 
than 5% of the marketplace. And 
that’s the part of the market that 
doesn’t go away. It doesn’t go up 
and down so much because peo- 
ple who have money sometimes 
make a little less when times get 
tough, but they still have money 
and they can still buy things. 


They'll still buy the new cars, the 
new houses, a new apartment, 
they'll still go out and buy 
clothes. 


HA: To change the subject — 
how about remodeling? That’s 
interesting, since you're redoing 
the FAA building. Does that 
have a new name now? 


STARK: We’re just going to call 
it by the street address... We 
just decided to name it 1863 Ka- 
lakaua Avenue, If we get a super 
major tenant, we might name it 
after them. 

It is renting out very well. We 
thought about the building and | 
guess our thoughts have proved 
to be true. We said, ‘‘Look. There 
are no office facilities in Waikiki 
except for Bank of Hawaii and 
the Waikiki Business Plaza — 
and a bunch of substandard 
junk, which is sort of sandwiched 
into hotels and apartment build- 
ings.’ 

If we could do this as a really 
first class office building, we 
think that there are an awful lot 
of travel oriented businesses 
who would love to get into a good 
building. We're over 30% leased, 
and if we can get the two major 
tenants we're looking at, we're 
well over half leased. The FAA 
hasn't even moved out yet. 

I’m looking to be 60% leased 
by September. | think that’s 
achievable and 60-65% leased is 
about break even. 

We bought the building at a 
very favorable price so we’re 
spending $1 million to $1.2 mil- 
lion to bring it up to the stand- 


Continued on Page 12 
1 


© 


Housing Trends in Hawaii 


Continued from Page 11 


ards we think people will want. 
We want to enclose the ground 
floor, which will be more rental 
space, and would give our 
tenants a first class entrance, 
while right now they have noth- 
ing, just a wind tunnel. 

Remodeling may be some- 
thing you're going to see a lot of 
in the future — especially in Wai- 
kiki because with the Waikiki 
Special Design District it is so 
hard to build anything new. | 
have a feeling you'll see a lot of 
remodeling projects, people tak- 
ing existing buildings, revamp- 
ing and upgrading them. 


HA: What about landscaping? 


STARK: Landscape them if 
they’ve got room. Some of the 
existing buildings were built 
awfully close to the sidewalk. 
We’re lucky with the FAA build- 
ing, it was set back very nicely. 


HA: There’s quite a lawn space 
in front of it. 


STARK: We’re going to improve 
that a lot too... We have some 
fabulous ideas about landscap- 
ing that front. More trees, big 
trees. 


HA: How did you study your 
market for the FAA building? 


STARK: We did a lot of gam- 
bling really. Sometimes in our 
business we do things scientif- 
ically and other times intuitive- 
ly. But the FAA building deal | 
looked at from a real estate point 
of view, and the price that we 
could buy it at was so attractive, 
it was hard to believe you could 
lose. 

We could rent very competi- 
tively in a good location with a 
basically sound building which 
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needed some fixing up. Even 
with a lot of office space being 
built downtown, that’s not com- 
petition for our location. Nothing 
new could be built in Waikiki. 


HA: Only at great cost and has- 
sle. 


STARK: Right, with that Special 
Design District we feel we had a 
little special niche in the market- 
place. We didn't have time to do 
any surveys before we bought it. 
We just bought it. We did the sur- 
veys later. Our surveys gave US 
some encouragement that we 
could rent it out. 


HA: Some surveys in Waikiki 
put commercial and business 
space at a premium. 


STARK: You're going to have a 
lot of commercial space when 
the Bishop Estate project is fin- 
ished—and the commercial 
plaza deal. We plan to do another 
one in Waikiki too, we're just 
coming out of escrow on a very 
major property in Waikiki. This 
will have some commercial 
space. | can’t tell you much 
more than that. 


HA: That commercial space is 
especially good for the tourist 
market. What other develop- 
ment areas are you considering? 


STARK: All the red tape and 
bureaucracy and the uncertainty 
that you have to go through are 
absolutely incredible. The first 
thing | look at when | look at a 
deal is what am | going to have 
to go through, and a lot of deals | 
reject out of hand. 

| won’t even talk about them 
because | know the political, the 
red tape, the bureaucratic prob- 
lems are so significant. It just 


isn’t worth the risk. That’s why 
l'd rather buy existing stuff and 
remodel it, | guess. 

While buying existing and 
remodeling does create some 
jobs, it doesn't create anywhere 
near the jobs that building a new 
building would. Right now’ 
there’s no incentive to tear down 
the junk and build something 
new. 


HA: Do you feel that remodeling 
is more labor intensive, as 
opposed to new construction? | 
suppose it depends on the extent 
of the remodeling. 


STARK: Certainly what we're 
doing to the FAA building isn’t. 


HA: It’s not labor intensive—it’s 
painting, cosmetic, clip-on fix- 
tures? 


STARK: Our plans are very sim- 
ple. We’re doing the lobbies, and 
obviously there’ll be quite a bit 
of work done inside for the new 
tenants as they move in. Let’s 
say our total budget is $1.2 mil- 
lion. But to rebuild a building 
like that, to start from scratch, 
you'd be talking $4 million to $5 
million. That’s a generation of 
new jobs, of new activity in the 
marketplace. 

Something is going to have to 
be done to streamline the build- 
ing system because there are 
very few developers left. | gave 
a speech one time called “The 
Developer, the Vanishing Spe- 
cies.” You know — we're in dan- 
ger, we need to be protected. 


HA: You gave a very good 
speech at the AIA convention 
two years ago, | remember. It 
was something like that, that the 
climate had become such that 
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Bruce Stark and Secretary 


the. 


STARK: It’s just getting worse, 
it seems to me. | don’t see any 
major improvements and now 
you've got the Governor talking 
about controlling population and 


: between the Governor and the 


City the attitude is that the peo- 
ple don’t want anything to hap- 
pen. 


What’s going to happen to ar- 
chitects? Are they all going to go 
out of business? Are they all 
going to move away? Where to? 
They’re going to move to the 
next boom area, wherever that 
might be. 


HA: That’s a good question be- 
cause as | read it, we have the 
same things on the mainland. 
New York State developers are 
just screaming bloody murder 
that the state is about to go 
under, and they've just passed 
an EIS law and everybody is 
saying, ‘’No more develop- 
ment.” 

The developers say they're 
going to go elsewhere. The ques- 
tion is, where are they going to 
go? Alabama? 


STARK: Well, Texas is still 
booming. Parts of Texas — 
Houston, Dallas, San Antonio — 
that’s boomsville. | think in the 
Northwest — not Oregon but 
Washington — there’s some po- 
tential. 


HA: How about California? 


STARK: Some, but they've had a 
lot of problems too with their 
Shoreline Management Act and 
their EIS rules. I’ve talked to 
some California bankers and 
they say it’s just a nightmare. It 
takes three years just to think 
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about doing a project. 
HA: In the coastal zone? 


STARK: Well almost anyplace 
now. Take for instance the city of 
San Francisco. We've talked to 
San Francisco bankers and it’s 
so frustrating trying to do any- 
thing in the city of San Francis- 
co. Only major institutions that 
have lots of staying power, and 
the ability to wait it out, get their 
projects through. It eliminates 
the small guy, the individual en- 
trepreneur; he can't hold out 
that long. 


HA: Because of what uncertain- 
ties? 

STARK: His carrying costs. If 
he buys a piece of land, he'll go 
broke before he can build a 
building on it. You can’t hold a 
piece of land in inventory for 
three years while you wait to get 
all the approvals. 


HA: And you can’t invest all the 
front end bucks unless you've got 
the land. 


STARK: Somebody like a major 
bank or a major insurance com- 
pany can do it. They have the 
staying power, which is going to 
mean eventually that the end 
user pays more. 


HA: Sure, he’s got to pay for that 
staying power. 


STARK: All that waiting time, 
and that’s true with condomini- 
ums in Hawaii, or single-family 
residences in Hawaii, or office 
space in Hawaii, or anything 
else. The longer the bureaucrat- 
ic process bogs you down, the 
more costly the project be- 
comes. Plus the fact that there’s 
that big uncertainty factor which 


has to be cranked into the cal- 
culation of what it costs. 


HA: I’m sure you see it with your 
own long-term take-outs all the 
time. They want to make sure 
it’s set, iced, and in escrow be- 
fore they put up any money. 


STARK: We just closed a $28 
million loan on lolani and we're 
building it right now fast and fur- 
iously. We’ve been building it for 
some time very slowly on our 
own funds—but what it took to do 
that! 

Now there was a nonsensitive 
site. If was politically nonsensi- 
tive. Nobody cared. We weren't 
blocking anybody’s views. We 
never had any problems as far 
as getting approvals and per- 
mits. Canterbury, on the other 
hand, didn't get built. 


HA: Because of it’s proximity to 
Waikiki? 

STARK: Being actually in Wai- 
kiki. But its proximity to a lot of 
other buildings just raised holy 
hell. 


HA: They objected? 


STARK: Somehow they feel they 
have a right to have guaranteed 
air space. That’s an interesting 
argument. 


HA: But it doesn’t hold much 
water right now. 


STARK: No, it doesn’t. Just be- 
cause you’re the first guy to 
build a building doesn’t mean 
that you can stop everyone else 
around you from building theirs. 
That’s why | always try to get 
properties that are on a park or 
on some space where you have 


Continued on Page 18 
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1976 HS/AIA Honor Award 
A House in Honolulu 


Ossipoff, Snyder, Rowland & Goetz 


Project: 
A House in Honolulu 
Site: 
Pacific Heights Road 
Architect: 
Ossipoff, Snyder, 
Rowland & Goetz 
Cost: 
$248,528.22 
Size: 
4,430 square feet enclosed 
422 square feet 
exterior decks 
Miscellaneous exterior 
walks and drive 


Contractor: 

Watanabe & Kondo, Inc. 
Initial contract: 

August 1972 
Completion: 

April 1975 


upper level plan 


graphic scale 
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A quarter-mile of driveway 
and then the house, poised just 
below the ridge. Well sited to 
take full advantage of pali and 
ocean views, it reaches the 
ground with long pine poles. The 
pole system was decided upon as 
the simplest and least overbear- 
ing structural system to cope 
with the steep site. 

The house was designed for a 
couple with grown, but often vis- 
iting, children. Major design 
parameters also included a 
darkroom and a desire for ample 
wall space for the display of an 
art collection. 

The use of materials is of par- 
ticular note. The carport/entry 
under the living room is paved 
with concrete and Oahu “sugar” 
stone, a material that is used 
again on the living room fire- 
place hearth. 

The wood shingled exterior 
gives way to a masterful use of 
wood on the inside. Second floor 
major spaces look up to exposed 
support beams and 2-inch wood 
decking under a galvanized iron 
roof. Interior walls are all re- 
sawn redwood tongue and 
groove. Wood floors predomi- 
nate, and are of eucalyptus ro- 
busta from Maui Hardwoods. 

Dramatic views. Natural light. 
Elegant detailing. The resultant 
feeling is one of warm, refined 
richness. 


Photos by 
Wayne Thom 


Profile: 
Allied Builders System 
A Lesson for Architects? 


by WAYSON CHONG, AIA 


Allied Builders System with 
Michael Nakahara as president, 
is one of the most progressive 
firms in the field of residential 
remodeling projects in Hawaii. 

In a recent interview with 
Nakahara, Hawaii Architect 
sought some insight into Allied 
Builders System’s success in this 
field. The questions which Ha- 
waii Architect posed to Nakaha- 
ra provided some clues as to the 
nature of that success. 

When asked what would be the 
key element that has been in- 
strumental to the success of 
Allied Builders System, Nakaha- 
ra said his firm’s philosophy of a 
‘total professional approach” to 
all aspects of construction is the 
key element of its success. 

This “total approach’ in- 
cludes items such as a complete 
financial advisement program 
from conception to final product, 
a follow-up program with the 
clients regarding the success of 
the project, and very careful 
cost-effective functional and es- 
thetic considerations at the very 
early stages of inception. 

Interestingly, this approach 
has resulted in greater referral 
business — in the realm of one- 
third of Allied’s total business 
operation. The referrals as well 
as a concerted program of well 
trained sales representatives 
and multimedia advertisements 
—including that famous televi- 
sion campaign familiar to all 
viewers—comprise the bulk of 
its image program. 


In connection with television 
advertising, | asked Nakahara 
whether a conscious attempt 
was made to gear that particular 
media toward particular ethnic 
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groups. He assured me that no 
such effort was made and that 
the firm’s total advertising 
effort was for general public con- 
sumption. 

He mentioned that the Parade 
of Homes program is a major 
factor in his promotional efforts. 


| asked Nakahara if his firm 
has any “rules of thumb” in cost 
estimating remodeling projects, 
such as per square foot unit cost 
methods. He responded by dis- 
cussing his sales training meth- 
ods and careful analytical ap- 
proach to cost estimating. No 
preconceptions about building 
costs are used in the firm’s 
estimating practices. In some 
cases, Allied Builders System 
determines the nonfeasibility of 
a project and so informs the 
owner. 


The sales personnel are well- 
trained and briefed on the 
philosophy of the firm’s struc- 
ture. A typical training session 
for a sales representative is for 
one month in-house with a subse- 
quent two months in the field, 
with continual management in- 
put during the salesperson’s 
training. Once a salesperson has 
completed training (with pay, 
during the training session), 
there are basically two methods 
by which he is compensated. One 
is based on a 100 per cent com- 
mission and another on salary 
plus commission. 


Hawaii Architect also asked 
Nakahara whether his firm did 
any new single-family residen- 
tial projects. He said they have, 
but in a limited way in connec- 
tion with a recent subdivision 
layout. Their primary emphasis 


is remodeling projects. 

Where a homeowner enlists 
the company’s services, he 
meets with one of a staff of 10 
“design consultants” who dis- 
cuss present and future space 
requirements and all aspects of 
construction. Service again 
being of professional quality and 
very complete. 

When a job is authorized, 
Allied Builders’ drafing staff 
provides the necessary plans. No 
stock plans are used and profes- 
sional design guidance is some- 
times obtained by a registered 
architect on a consulting basis. 
An in-house professional struc- 
tural engineer provides the bulk 
of the expertise regarding the 
production end of the firm’s 
endeavors. 

Energy-saving devices such as 
solar water heating in the design 
of new and remodel construction 
has not been of primary impor- 
tance with the Allied Builders 
System approach. However, the 
firm has had inquiries in this 
regard from time to time and it 
may be a factor for considera- 
tion in the future for its overall 
design package. 

As Allied’s private home re- 
modeling has increased each 
year, with this year’s volume 
already running about 10 per 
cent above last, commercial 
accounts have increased as well. 
Good progress is envisioned in 
the years ahead. 


Although Allied had its share 
of problems with subcontractors 
in the early years of its develop- 
ment, this was rectified by deal- 
ing only with a standard group of 
firms. 

Consistency and caring for 
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Allied Builders 


human needs embody à basic 
philosophical approach to de- 
sign. This basic concern with its 
underlying systems approach to 
building is a proven successful 
method. It affords all architects 
a lesson in good sound manage- 
ment and design orientation 
packaging. If a private, non- 
architectural firm can capture a 
significant amount of the archi- 
tectural market, could it be that 
architects today have relin- 
quished their responsibilities 
because of cost-benefit ratios? 
Only time will tell, but the 


indications are there, and only 
with hard work and moral and 
professional responsibility will 
we be able to justify our exis- 
tence. 


Michael Y. Nakahara, 
president of Allied Builders 
System. 
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Architects Need to 
Run for Con-Con 


by JAMES N. REINHARDT, AIA 


Reinhardt is a principal with the 


firm of Anderson/Reinhardt, 
Ltd. 


In November 1976, the voters of 
the state of Hawaii passed a ref- 
erendum calling for a Constitu- 
tional Convention to reexamine 
and reevaluate our State Consti- 
tution, by a margin of nearly 3 to 
1. That the people of Hawaii are 
looking for better ways to guide 
and run the state is beyond ques- 
tioning. 

The just ended session of the 
State Legislature has produced 
the enabling legislation—set the 
ground rules—for the Con-Con. 
These rules defined who is eligi- 
ble to serve as a delegate, when 
the elections are to be held, what 
the size and boundaries of the 
delegate areas are to be, how 
long the Con-Con will last, when 
it will start, what its budget will 
be, and many other vital rules. 

What it cannot determine is 
who will be elected. 

Many issues of critical and 
widespread importance for the 
Con-Con to examine have sur- 
faced in the newspapers already. 
Unicameral legislature, initia- 
tive, collective bargaining — 
these have had lots of press cov- 
erage. These are only the tip of 
the iceberg, however. Of particu- 
lar interest to the AIA are issues 
touching on land planning. 

Who does the planning? How 
much is to be done? What is the 
division of responsibility be- 
tween the State and the coun- 
ties? 

What about environmental 
controls as related to land use? 
What about offshore develop- 
ment — floating cities? 

What about overload plan- 
ning? What about population dis- 
persal, population limits? 

Many of these issues are with- 


in our areas of experience, of 
special expertise. We owe it to 
ourselves as citizens of Hawaii 
and as professionals of Hawaii to 
come forward and speak. Also, 
we owe if to the rest of Hawaii’s 
citizens and to the profession to 
be available to be called upon. 

Architects are reticent to 
involve themselves in politics, 
we are told. Except at campaign 
fund-raising time. We of the 
Hawaii Society, AIA, have for 
several years been talking to 
ourselves about becoming more 
visibly political. Now is the time 
to do it! 

Run for the Con-Con! The dis- 
tricts will be small, costs of cam- 
paigning small (except that ex- 
pended in shoe leather), the 
necessary political organization 
minimal, and the issues BIG. 

Now is the time for the profes- 
sion to put forth some able candi- 
dates. When the 1977 Con-Con 
elections come about, Hawaii's 
architects should be out there, 
getting elected. Let’s do it. 


Welcome Aboard 


Added to the staff of Hawaii 
Architect is Thomas Culbertson, 
AIA. Culbertson will be added to 
our team of co-editors. 
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Housing Trends in Hawaii 


Continued from Page 13 


the guaranteed open view any- 
way. 


HA: That’s what makes those 
properties expensive — they do 
have that guaranteed open 
space. 


STARK: But I’m willing to pay 
for that. I’m willing to pay a 
premium for that kind of site. 


HA: So will the people who buy 
into it. 


STARK: Exactly. You can trans- 
fer that cost right along, and you 
can still market it a lot faster. 


HA: View is a marketing point, 
wouldn't you say, such as Colo- 
nade on the Green or something- 
or-other on the Park? 


STARK: Of course, Colonade on 
the Green was not a very good 
example. If | build something up 
in Nanakuli I’ve got open space, 
but who’s going to buy? When 
you go out that far, high-rise or 
even medium high-rise apart- 
ment buildings don’t make any 
sense. 

The concept of condominium 
living is getting in close where 
you have all the conveniences. 
Close to your job, close to shop- 
ping, close to the entertainment 
centers — and you don’t have to 
make that long drive every day. 


HA: One is willing to give up cer- 
tain amenities associated with a 
single-family dwelling unit to 
catch the urban amenities that 
you have in Waikiki, for in- 
stance. 


STARK: Out there it’s just never 
going to happen. 


HA: On the subject of energy 
saving, are you pushing that in 
your buildings? 


STARK: Only to the extent that 
we’re able to use the air condi- 
tioning system also as a means 
of preheating the water, so that 
we have a way of using the water 
from the air conditioning system 
which is already hot, as our hot 
water. You can save money 
there. 

These kinds of things we're 
starting to put into projects. 

These are front end costs, but 
we‘re starting to think about 
doing that in some projects. But 
other than that, no — we haven't 
been thinking about using solar 
energy because it doesn’t work 
on a high-rise where you don't 
have enough roof area. It might 
work on a long, spread-out low- 
rise apartment building. 


HA: Where is the pressure com- 
ing from? Do you get if from 
your consultants, or from the 
market, or do you feel any pres- 
sure to come up with energy sav- 
ing design? 


STARK: | get some from two 
sources, but it’s not very intense. 
From the consulting engineers is 
the first place | get it from. They 
try to recommend ideas and they 
have to admit that it’s going to 
cost me more. 

Secondly you do get some from 
the marketplace. People are 
more conscious of it and they 
scrutinize the maintenance fees 
more carefully, and say, “Gee, 
I'd love to live there and | can 
afford everything, but | can’t 
afford to pay that maintenance 
fee, and we know it’s going to go 
up.” 

So you're getting people in the 
marketplace who are a little 
more cautious, a little more con- 


cerned—but not enough so that 
it's become a marketing nega- 
tive yet. 

Air conditioning is a market- 
ing positive and | think probably 
it will continue to be so, unless 
energy gets so ridiculously 
expensive that no one can afford 
it. Then they'll have to put up 
with being uncomfortable . ... 

| like a controlled environ- 
ment, it controls the outside ele- 
ments, it controls noise. We have 
a lot of problems with noise pol- 
lution in Hawaii, mainly street 
noise. You get locations that 
have great views but they also 
have a big highway out in front. 


HA: Are you using central air 
conditioning systems? 


STARK: Yes. 


HA: How about metering of elec- 
tricity? 

STARK: Well, we’ve all gone to 
central metering because we can 
save money for everybody but 
there are some inequities in that 
because some people don’t use it 
as much. 

Some people are gone a lot, 
where if they had an individual 
meter they might actually do a 
lot better because they'd shut it 
off and save. We don’t have a lot 
of complaints about that though. 


(Our interview with Bruce Stark 
will continue in next month’s 
issue.) 


To be continued 
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Serving Fine 
Italian Cuisine 
11 am — 8:30 pm 


in Old Honolulu ) Luncheon er ‘from 11AM to 2PM, 


» E Monday thru Friday. Cocktails till closing 
2 Merchant Street ‘ at 10 PM. Light lunches on Saturdays. 


In the Davies Pacific Center, on 


= Happy Hour W/Pupus Merchant and Alakea Sts Phone 521-71 33. 
Reservations in our King’s Bar > Ah 
524-4870 4:30 — 6:00 p.m. 


Have you tried... j PIZZA VILLA 


Downtown—Corner Beretania & Nuvanu Sts. 


Make Your Own Investigation Of 
Where the informed crowd Kukui Plaza’s Newest Pizza Parlor 
meets for breakfast, lunch & brunch. Delicious pizza, sandwiches, 
Gourmet crepes, pancakes, omelets & a large beer, wine & fun! 
selection of Jake's famous specials. FREE DELIVERY (downtown—$5 min.) 
Open 6 a.m. to 2:30 p.m. daily. 524-6331 


Turn of the Century Decor Corner Hotel & Bishop Validated Parking GROG SHOP ot same location 
at Kukui Plaza. retail liquor sales 
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Specialists in 
CUSTOM WORK for 


| Discos, Stores, Offices, 
Public Areas... 


ON YOUR TIME 
SCHEDULE AND ON 
YOUR BUDGET 


Call for a representative 
and a copy of ou! 
illustrated folder on how 
we can work for you as 
we have hundreds of other 
satisfied customers. 


| — BUILDER 


4s 


855 Ahua Street, 
Honolulu 96819 


| suuper LTD. | 
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Keeping 
Hawaii 
Plastered 


The versatility of genuine metal-lath and 
plaster in an art form is well exhibited in the 
mural which can be admired by the patrons of 
a snack shop in one of the holding concourses 
at the Los Angeles International Airport. 

A finished art form or mural can be achieved 
by shaping a basic form of concrete, masonry 
or channel iron and metal-lath and plastered 
to achieve any desired texture. 

“You design it - we'll plaster it.” 


Call Don Morganella for 
plastering information. 
847-432 
PACIFIC BUREAU for 
LATHING & PLASTERING 
905 Umi St. — Rm. 303 Ph. 847-4321 
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National Dues 


a SS 
The AIA Coordinating Commit- 


tee chaired by Elmer Botsai, 
FAIA, has made its final report 
on the proposed national dues 
structure. The solution which is 
outlined in this article will go 
before the delegates at the na- 
tional convention next month. 

The committee decided on 
criteria with which it judged the 
various possible solutions. Based 
on input from the AIA Task 
Force on Dues and the Grass- 
roots meetings it stated that the 
dues structure should: 


e Be simple to understand and 
administer. 

e Recognize jointly the individ- 
uality of AIA membership and 
the additional use benefits to the 
architectural profession. 

e Present an acceptable ratio 
of revenue raised by supple- 
mental dues as compared to that 
raised by individual dues. 

e Provide incentives for 
creased membership. 

e Recognize the architect as 
the nucleus of the design profes- 
sion, and base supplemental 
dues on architects, as opposed to 
total employees or other disci- 
plines. 

è Be based on the current year 
rather than the past year. 

e Generate a level of income 
sufficient to meet the financial 
requirements of the institute. 


in- 


The proposed solution: 
Regular dues 


e AIA members shall pay $100 
annually. First year members 
will pay $50; second year $75; 
third year on $100. 

e AIA Emeritus member shall 
pay $15 annually. If the emeritus 
member does not wish to receive 


AIA publications that member 
will not be required to pay. 

e AIA Associate member shall 
pay $30 annually. Payment will 
be $15 for the first five years in 
this membership category. 

e Supplemental Dues are 
based on the total number of reg- 
istered architects in the firm, 
both employees and employers, 
as of January 2 of the year of the 
billing. The firm pays $155 for 
every registered architect but is 
allowed an $85 deduction for 
each registered architect who is 
a member of National AIA. 


Every member who is an 
owner or manager in an organi- 
zation using registered archi- 
tects to perform services for the 
public is obligated to see that the 
supplemental dues are paid. 


All dues will be billed on one 
invoice which will be mailed in 
December and will be payable 
on or before January 15. Mem- 
bers who have not paid full regu- 
lar and supplemental dues by 
February 28 shall be in default, 
and will be given 30 days notice 
of impending termination. 

Readmission will require pay- 
ment of a readmission fee, the 
dues for the current year of read- 
mission, and all dues and other 
obligations outstanding and 
unpaid at the date of termina- 
tion. 

Further information about the 
proposed dues structure as well 
as proposals relating to mem- 
bership and ethics will be con- 
tained in a report from the AIA 
Coordinating Committee. The 
report, if not received already, 
should be received by all AIA 
members before the June con- 
vention. 
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CI 20% f MEMBERSHIP 
ip rom APPLICATION 
the cost of Dre A 
Last First Middle Initial 
fl - on Address sante 
ying Hawaiian i 
Use this application to join our Hawaiian Air Travel Club! S Giy State Zip 


Save approximately 20% off the regular adult fare* on all daily 
flights except those departing 8 a.m. to 12 noon Anyone 12 
years or older can join. You pay a one-time only $5 membership 
fee, then start flying Hawaiian immediately for 20% less. 

Not transferable — each member of your family or firm must 
join. You can apply, pay the fee and become an instant member 
at Hawaiian Air ticket counters or your travel agent's. Better yet, 
send us this application along with $5 for each member. Your 
validated card(s) will be sent to you immediately. Clip it now. 
Then cut out to a Neighbor Island for 20% less! 

* Hawaiian Air Travel Club fares subject to 

C.A.B. regulations 


Oahu, 537-5100 + Kauai, 245-3671 * Maui, 244-9111 
Molokai, 553-5321 + Lanai, 565-3222 + Hawaii, 935-0811 


Telephone Number... eee 


Friends, 
Family Members, 
BINDIQVESS anne aaea 


to }(0 LE: er eer AAEE PE A AA N 


Enclose check(s) or money order(s) 


Hawaiian Air Travel Club 
P. O. Box 30008 / Honolulu, Hawaii 96820 


Mail to i! 
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FOLDING SHOWER DOORS 
BY TUB-MASTER 


BUILT-IN 
IRONING CENTERS 


for 
* HOMES 
* HOTELS 
* APARTMENTS 
* DORMITORIES 


distributed by 


T. R. COMPANY 


1517 Kapiolani Blvd. 
Honolulu, Hawaii 96814 
PHONE 949-2011 


!We carry items in stock! 


PLANT RENTAL SPECIALISTS 
FOR OVER 30 YEARS 


e Quality shade-grown, 
acclimatized potted plants 


© Our specialty — Areca Palms 


e We provide contemporary styled, 
watertight, fiberglass planters 


e Weekly check and watering 

— monthly rotation of all plants 
e Service from Hawaii Kai 
to Pearl Ridge 


SAVE YOUR 
CLIENTS MONEY 


Plant leasing and maintenance is the 
only way to insure healthy, attractive 
plants. Let us prepare a proposal 
before you begin ordering expensive 


46-336 Haiku Road 


PRODUCT DESCRIPTION 
Vise Coverseal is an acrylic modified portland 
cement based coating which is applied primarily 
by trowel or spray. Vise Coverseal can be used on 
both exterior and interior surfaces. Vise Coverseal 
combines the inorganic properties of portland 
cement with the strength and durability of acrylic 
resins. 
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VISE COVERSEAL SYSTEM 


planters and greenery. 


NURSERY ASSOCIATES, LTD. 


Kaneohe, Hawaii 96744 


OUTSTANDING FEATURES 


VCS can be applied over CMU at Y4-inch, which 
will result in substantial labor and material sav- 
ings. VCS will fill and cover major voids and mor- 
tar joints without telegraphing. Vise Coverseal 
can be applied quickly, does not require fog 
spraying for cure and holds color well. System has 
excellent trowelability and is hard. In some appli- 
cations on concrete block, VCS can be applied 
and finished in one day. It will not telegraph the 
mortar joint. 

FINISHES 

Heavy spray texture, light spray texture, sand 
finish, float finish, trowel texture, small aggregate, 
smooth finish. (Note: smooth finishes generally 
require more labor and are therefore more expen- 
sive) Sheen finish available when coated with Vise 
Marblecrete Glaze. 


MARBLECRETE—MEMOR-FLEX 


Using Vise Marblecrete glaze or Vise Memor-Flex, 
a superior wall can be achieved that is completely 
waterproof and washable. And it's available in 
an unlimited color range. When Vise Memor-Flex 
is used, all chance of cracking is eliminated. 
Coverseal plaster and Marblecrete glaze was 
used on Plantation Market Place, and on Planta- 
tion Hale and Poipu Makai condominiums on 
Kauai. 


Distributed by: P.P.C., Incorporated 
R. D. MASSENGALE, INC., Applicators 


for further Informattion on Vise Epoxy Systems 


call 848-1473 


New 
Members 


Robert P. Palmer. Corporate 
member, Hogan, Chapman, 
Cobeen, Weitz & Associates. 


B.A. in economics, B. Arch., U. 
of Calif., Berkeley. Wife: Bar- 
bara. Children: Matthew 11, 
Amy 4. Hobbies: sailing, diving, 
photography, marine fish col- 
lecting. 


Paul Hung Wai Louie. Corporate 
member; Aotani & Associates, 
Inc. B.F.A., U. of Hawaii, M. 
Arch. U. of Washington. Wife: 
Susan. Hobbies: Tennis. 


Charles O. Uhlmann. Corporate 
member; Anderson/Reinhardt, 
Ltd. B.S. and M. Arch.,Washing- 
ton U. Wife: Norie. Hobbies: 
swimming, organic gardening. 


Abner L. Sommers. Corporate 
member; Member Emeritus 
transfer from San Diego Chap- 
ter; Northwestern University; 
Beaux Arts—Private Tutor. 
Wife: Miriam. Hobbies: Paini 
ing, drawing. 
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Ronald J. Holecek. Corporate 
member; Wimberly, Whise- 
nand, Allison, Tong & Goo. B. 
Arch., North Dakota State U., M. 
Arch. U. of Washington. Wife: 
Marguerite. Hobbies: sailing. 


Student 
Awards 


The annual HS/AIA Student 
Awards Banquet will be held Fri- 
day, May 20, at the AIA office. 
No host cocktails start at 5:30 
p.m., followed by an awards 
ceremony and dinner. Award 
winning student work will be on 
display. 

Contact the AIA office at 
538-7937 by 4p.m., May 18, if you 
are interested in attending. The 
cost for AlA members and 
guests is $5 each, for students, 
$2. Student winners are admitted 
free. 


Addenda 


Photo credits for 4/77 Issue: 
Cover and page 12 courtesy of 
Honolulu Art Academy. Floor 
plan (page 13) by John Hara & 
Associates, AIA. 


Here’s a red-faced correction: 
The landscape architects on the 
Honolulu International Airport 
were not, as reported in the April 
issue, Walters/Kimura. The 
credit should go to a joint ven- 
ture team of Tongg Associates, 
Inc., and Eckbo, Dean, Austin & 
Williams, Inc. Many apologies. 
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ROOF OVERHANGS & 
LOADING DOCKS 


Osmose 
Kae 


En el 
4 
WAREHOUSE SILLS 
SUB-FLOORING 


Pressure Treated Lumber 
FOR LIFETIME PROTECTION AGAINST 


TERMITES & DECAY 


K Saturated throughout under 125 pounds of chemical pressure ye Makes termite 
shields, soil poisoning, and painting unnecessary # Can be painted or left to weather as 
you prefer % Costs far less than untreated wood in the long run, due to savings in main- 
tenance. 

This treated wood retains its natural beauty, warmth, and workability, making it ideal 
for all exterior uses. 


HAWAII WOOD PRESERVING 
2819 Pukoloa st. 
839-7254 


CHEMWOOD TREATMENT CO. INC. 
91-476 Komohana St. 
682-4111 


It takes almost 10 times more 
energy to make copper than 
steel. 

That’s one reason why Sun- 
source Pacific sells solar collect- 
ors made from steel. 

Sunsource can show you that 
you don’t have to pay copper’s 
energy bill to get performance. 

Performance counts. 

Call us. we'll be happy to 
help you. 


Pacific, Inc. 


(808) 531-0165 
(Maui) 877-7882 


SUNSOURES 


832 Halekauwila St. 
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Lien Law 


Architects and Engineers 


Face Problems 


by JAMES N. REINHARDT, AIA 


In early 1975, Judge Arthur 
Fong, First Circuit Court, Hono- 


lulu, 
Carty, 


ruled in ECOL vs. Doug 
Inc., and in Anderson/ 


For the rugged, rustic look! 


The Woodlands Roof 
Fiber Glass Seal-O-Matic Shingles 


The Woodlands Roof shingles 
are heavy weight, Class A 
shingles which give the rustic, 
random look. The multi-ply con- 
struction creates bold shadow 
lines for a rugged roof ap- 
pearance. Yet Woodlands 
shingles have all the fire 
resistance and durability of fiber 
glass shingles. Woodlands also 
have JM's exclusive Seal-O- 
Matic shingle stripe so that 
they'll stay put, maintain their 
rugged look year after year in 
spite of the high winds and foul 
weather. And because of their 
large size, less shingles are re- 


quired per square, reducing 
labor costs. 

COMPLIANCES 

The Woodlands Roof shingles 


comply with Federal Specifications 
SS-S-294A, Type | and SS-S-001534, 
Class A, Type |. Exceptions: Random 
thickness, 6” Exposure 

They are classified by Underwriters 
Laboratories, Inc., as Class A, the 
highest fire resistance rating, and 
meet U/L Standards for wind 
resistance. 


© The fiber gloss + Second shingle * Seal-O-Matic * Three- 


base contains layer, with same shingle stripe on dimensional 
about 50% more construction as the back works overlay 
coating asphalt bottom layer, gives with the sun to gives your 
than conventional roof a rugged, rustic seal entire roof roof long 
shingles for extra appearance and into a single dromatic 
protection and random look. wind- and shadows 
weatherproofing storm-proof unit. 
Distributed by 
p STATE SALES CO., INC. 


2829 Awaawaloa St. Ph. 833-2731 


Reinhardt, Ltd., vs. Sasaki that 
an architect's right to lien did 
not depend on “commencement 
of construction.’ 

On July 7, 1976, Judge Fong 
appears to have reversed him- 
self in Fairfax vs. Ho, ruling that 
since visible construction had 
not begun, Fairfax had no lien 
rights. 

The problems for architects 
and engineers arising from this 
latest ruling are painfully 
obvious. Any client who has not 
"begun visible construction” 
can simply not pay you—with no 
threat of a lien on the subject 
property. A breach of contract 
suit is still possible, but with no 
tangible security tied up to 
assure settlement if the A/E 
wins, the chances of the bill ever 
getting paid are drastically re- 
duced. 

What can the A/Es do to rem- 
edy this? There are two courses 
of action. First to work through 
the legislature to rectify the 
language which created the 
problem in the first place. 
Second is to intervene in the 
pending appeal of the Fairfax 
case. 

Regarding the legislature 
route, there are several avenues 
of approach. The most direct is 
to draft a new lien law. It is wide- 
ly recognized that Hawaii’s lien 
statutes are unclear, complex, 
and incomplete. A total rewrite 
is definitely in order, but to do so 
would be a big job. 

The A/Es are not alone in this 
fight, however. Currently, the 
financial institutions are writing 
a revision of their own to solve 
problems they themselves are 
having. While their interests are 
not identical with those of the 
A/Es, they are not totally in 


HAWAII ARCHITECT 


opposition either. Their pro- 
posed legislation could be a take- 
off point for our own. Still within 
the legislative area, other paths 
include amending the present 
statutes and amending the pro- 
posed financial institutions bill. 

Turning to the courts, two 
paths are available. 

The first is to ally ourselves 
with Fairfax to help him fight 
and win. The problem with that 
strategy is that we then assume 
the fact-setting of the Fairfax 
case. There may be other issues 
involved in that case that the 
A/Es don’t necessarily want to 
have tied to the central issue of 
lien rights. 

An alternate route is to enter 
the Fairfax case as a friend of 
the court — with no stake in win- 
ning or losing this particular 
case — to discuss the historical 
background, the current indus- 
try practices, the law in other 
states, and the overall concerns 
of A/Es in general with this 
case as a specific test. This tends 
to raise the concern over the 
case from “just another case” to 
a clear and significant land- 
mark. The problems here are 
much higher cost and still some 
danger of other parts of the Fair- 
fax case confusing the issue of 
concern. 

There is no simple way. Each 
route has its problems and its 
costs. 

For the long term, new legisla- 
tion would be the most compre- 
hensive, clear, and definitive — 
assuming that the bill remains 
clear, definitive, and compre- 
hensive after going thru the leg- 
islature. On the other hand, a 
favorable decision by the State 
Supreme Court would eliminate 
the need for further legislation. 
But given the wording of the 
Statutes, the case is a long way 
from being a sure thing. 

It is essential that a group of 
architects and engineers get to- 
gether, sort out and define our 
goals, and choose a direction. 
Given an unfavorable Supreme 
Court decision, there are going 
to be lots of unpaid and uncol- 
lectable fees. 


MAY, 1977 


BET 


VET 
YOU BOTH WIN 


Kahului Sewage Treatment Plant, Maui 


Solid Citizen of the Neighbor Islands! 


Ever think of Concrete as a conservation material? It is, you know. It’s a 
re-cycling of Hawaii's most plentiful resource, our soil and rocks. And it needs 
no oil-based products to protect it from termites. Termites hate it. 


Especially on the Neighbor Islands, Concrete's long range economy is the 
logical answer to future building needs, low rise or otherwise. And when you 
combine economy with logic, you get eco-logic. Concrete's about as 
ecological as you can get! 


Developer, architect, builder, and woodman — SPARE THAT TREE! 


= = 
CEMENT AND CONCRETE PRODUCTS INDUSTRY OF HAWAII 


Suite 1110 / Control Data Building / 2828 Paa Street / Honolulu, Hawaii 96819 
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1976 HS/AIA Merit Award 
Lacayo Residence 


Norman Lacayo, AIA 
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Where to go For 


M a 1 fe lik 
@ 
is f à 
e events room, 


a convenient place to hold business 
luncheons, company parties, wedding 
receptions, and more. 

Our take-out party catering service, providing a menu 

of tempting appetizers through desserts in no-return containers. 


liberty hot 


COMPANY 


H | | He) | AR BE | REG EE AE 


Our Menu 
*  Speoki For [aol 


Lavosh & Chef's Paté 


* 
Choice of: 
Pacific Bay Shrimp Cocktail 
French Onion Soup 
Bouillabaisse 


* 
Crisp Tossed Greens 
with 
Croutons & Choice of Dressings 


EIE || To 


* 
Guava Sorbet Intermezzo 


* 
ROAST PRIME RIB OF BEEF 
Baked Potato 
Golden Yorkshire Popover 
$8.75 
OR 
THE DAY'S FRESHEST CATCH OF MAHIMAHI 
Rice or Baked Potato 
Green Beans Amandine 
$7.25 
Dessert Selections — Beverage 
and 
An After-Dinner Cordial 
served in the Pot O' Gold Lounge 
where Terri Shawn entertains 
at the piano bar six nights a week. 


HILTON HAWAIIAN VILLAGE 


Dinner 6:00-10:00 Nightly 
Validated Parking + Reservations 949-4321 


IE CIE 


IIS IX 


at ROUE | IE a | Fe He P| | Ballz 


1050 Ala Moana Blod.) Gourmet [11 50 ‘Fort Street Mall 
Ward Warehouse Sicilian | in the Blaisdell Hotel 


521-6748 ‘Pizz 537-3439 
‘Thick Sicilian Style ‘Pizza prepared with the finest ingredients. 
‘Pepperoni ‘Pizza always ready or order your favorite toppings. 


THE BUSINESS LUNCH 
CAN BE 
BETTER THAN EVER. 


At 
THE 


PAGODA 


COATING RESTAURANT 
1525 Rycroft Street 
Phone 941-6611 


(glumbia Dan 


OPEN 24 HRS. 
(except the wee hours of Monday morning) 


Early riser breakfast, Businessman’s lunch, 
Family style dinner, late evening snacks 


TOP OF THE BOULEVARD 
645 KAPIOLANI BLVD. HONOLULU 


DOWNTOWN 
BREAKFAST 


Choice of any of 

12 omelets—2 Island 
Fresh Eggs 

Hash Browns or Rice 
Toast, Butter, Jelly 


mr. sub 


union mall 
7 A.M. to 10 A.M. 


A Amelco 
© Elevator 


“ono 
Are yo 


U Signed up 
for Amelco Elevator 
Service? 


You get BOTH the fastest service in emergencies AND the lowest cost 
for complete preventive maintenance. A good safe way to go. Take a look 
at your elevator service costs now. Then get a fast free estimate of the 
savings. Call 521-6557. 


CD ameo Elevator 


An Hawaiian Company 


645 Halekauwila Street / Honolulu, Hawaii 96813/Ph 521-6557 


